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Credit for Consumption Is 
Greatest Need, Says Hanch 


Organization Has Been Identified 27 Years With Car ODEA TAKES UP REINS 


Sales in Middle Western 
Territory 

Chicago, Feb. 19.—Two prominent names of long 
standing in the manufacturing and wholesaling field were 
linked with the formal announcement Thursday by the Reo 
Motor Car Company that Thomas J. Hay, Inc., had been 
appointed distributor for Reo passenger cars, Speedwagons 
and heavy duty trucks in Chicago and surrounding territory. 
The introduction of the Hay or- ee ee 
ganization in its present capacity 


was made at the Lake Shore Ath- 
letic Club during a luncheon to 
newspaper men, Thomas F. Hay has 
been elected president and general 
manager of the new distributorship, 
and his father, Thomas J. Hay, has 





EARLY REGISTRATION 
IN GREAT LAKES AREA 
IS 35% BELOW 1931 


OF MICHIGAN A. T. A.; 


NAMES MEMBER UNIT 


Detroit, Mich., Feb. 19.—Col J. M. 
(Pat) Odea assumed the presidency 
of the Michigan Automotive Trade 
Association, at the first meeting of 
the fiscal year of the board of di- 
rectors of the state dealer body. 
Wayne S. Pickell, manager of the 
Packard Motor Car Company’s 
Detroit branch, was selected by the 
directors to fill out the unexpired 
term of Odea. 

James C. Decker, of Hiilsdale, 
was elected by the board to the 
remaining vacancy on the board, 
occasioned by the elevation of Fred. 





— Manager of Finance Companies’ Association 
Pleads for Easier Credits as Real Induce- 
ment to Spend Normally 


CHICAGO, Feb. 19.—“Credit for consumption is the 
country’s greatest need in the present business situation,” 
was the statement made today by C. C. Hanch, general man- 
ager of the National Association of Finance Companies. 

E ® “There has been too much credit 
for production,” said Mr, Hanch, 
“People who have no money cannot 
consume and people who have 
money are afraid to spend it for 
anything except bare necessities of 
life, Hoarding of money is a logical 
sequence, Release of hoarded money 
is a step in the right direction, but 
to be most effective, inducements 
should be given to spend some of the 


NASH WILL DISCLOSE 
FIVE NEW SERIES OF 
8’s AND 6’s ON FEB. 27 


Kenosha, Wis., Feb. 19.—On Sat- 
urday, February 27, the Nash Mo- 








been named treasurer. The organ- 
ization has retained a number of 
officials of the R. H. Collins Auto- 
mobile Company, which it succeeds 
as distributor, and has located in 
the former Collins Building at 2220 
South Michigan Ave., one of the 
most modern showrooms and service 
stations along Automobile Row. 
The territory of Thomas J. Hay, 
Inc., includes counties in Illinois, 
Wisconsin, Iowa and Indiana. This 
organization has been identified for 
twenty-seven years with the dis- 
tribution of such lines as Hupmo- 
bile, Chandler and Willys-Overland. 
In a brief talk Thomas J. Hay, 
who was recently elected president 
and general manager of the Na- 
tional Used Car Market Report, Inc., 
stated he would continuve to main- 
tain headquarters at that firm and 
direct its activities, leaving the man- 
agement of the Hay organization to 
his son, who has been associated 
with him for a number of years. 


DECIDED UPTURN IN 


NEW CAROLINA SALES 





of the Great Lakes started this year 
at around 35 per cent. below the 
beginning of 1931, according to the 
new car registration statistics re- 
ceived from four of these states. 

Registrations totaled 11,850 in 
January in the four states of Illinois, 
Indiana, Minnesota and Wisconsin, 
as against 18,351 in these same states 
in the corresponding period of last 
year, off 35 per cent. 

Registrations in Illinois totaled 
5,164 as against 9,356 a year ago, off 
44.8 per cent., while Indiana reported 


a total of 3,180, as compared with | 


3,772 a year ago, a decrease of 15.7 


per cent. 
Registrations in Minnesota last 
month totaled 1,270, as against 


2,361 in January of last year, off 


| 46 per cent., while Wisconsin showed 


a total of 2,236, as compared with 
2,892 in the like period of 1931, a 
falling off of 22.7 per cent. 

The following table compares new 
car registrations in the four states 
of the Great Lakes region in Janu- 
ary of this year with the corre- 


New York, Feb, 19.—Registrations | 
of new passenger cars in the region | 


O, Pinkham, of Jackson, to the of- | tors Company will make its nation- 
fice of vice-president. | wide announcement and public pres- 
In planning the yar's activities | entation of five entirely new series 
of the M. A. T. A., President Odea | of Nash motor cars, it was disclosed 
announced that Director Aaron De} here today. 
Roy, Detroit, would serve during For months the big Nash plants 
the year as chairman of the mem-|in Kenosha, Racine and Milwau- 
bership committee and named as! kee have been centers of intensive 
the other members of this com-| development. The company has 
mittee Arthur Gallup, Ann Arbor; | never before invested so heavily in 
Oral H. Olmstead, Battle Creek; | the preparation for the production 
Charles A. Mitchell, Bay City; Clyde | of a new motor car line. 
meee Shipments of the new models have 
already gone forward to distributors 
and dealers in all parts of the coun- 
try, who plan extensive displays 
of the five new groups as the cli- 
max feature of the announcement 
period. Thousands of motorists 
have been invited to attend the 
showings, beginning | next Saturday. 





(Continued on Page 3) 


SHAW ADDRESSES 200 
OLDSMOBILE DEALERS 
AT KANSAS CITY SHOW 


Kansas City, Mo., Feb. 19.—Towns | CONTINENTAL MOTORS 
and cities in the Kansas City terri-) WHT PUSH PRODUCTION 
OF DE VAUX ‘80’ LINE 


the Kansas City Automobile Show 
as out of town crowds from Kansas" 

Grand Rapids, Mich., Feb. 19.— 
W. R. Angell, president of Con- 


and Missouri filled the show build- 
ng. 
Approximately 40,000 persons en- 
tinental Motors Corporation, today 
announced that his company’s 
purchase of the Michigan assets of 


tered the hall last night, drawn 
partly by the fact that a double 
the De Vaux-Hall Motors Corpo- 


wedding was performed at the show. 
J. G. Jamison, zone manager for 
the Olds Motor Works, Kansas City, 


hoarded money rather than merely 
to remove it from one place to an- 
other, Reduction in cost of con- 
sumer credit would be a real induce- 
ment to spend normally, 

“If the hoarded money were used 
for production purposes without 
providing inducements and ability 
to consume in greater proportion, 
the situation would be aggravated 
rather than relieved. 

“The set up of ordinary commer- 
cial banks is best adapted to pro- 
viding credit for production pur- 
poses; on the other hand, the highly 
specialized commercial bankers 
commonly known as finance com- 
panies are set up primarily to pro- 
vide credit for consumption pur- 
poses. Both should work hand in 
hand to relieve the present situation 
and to promote permanent pros- 
perity. Many people would have 
greater confidence in the banks if 
more paper held by banks were eli- 
gible for rediscount at Federal Re- 
serve Banks. 

“Notes given by finance compa- 


|nies to banks are among the safest 





investments held by banks. These 
notes should be eligible for redis- 
count so that banks could function 
more normally. This would allay 
apprehension on the part of the 
public, would enable finance com- 
panies to function more effectively 
and would cut down the cost of 


sponding period of last year: 
Charlotte, N. C., Feb. 19. — Al- 1932 1931 
though January was the best month ES re 5,164 9,356 
in some time for Charlotte automo- | Indiana ............ 3,180 3,772 
bile dealers, new car sales during | Minnesota .......... 1,270 2,361 
the first two weeks of February are | Wisconsin .......... 2,236 2,892 
far in excess of those of the same Totals eee canes one i, 850 18,351 


period of the previous month, with 
indications pointing to a continued 
increase in sales. 

February business so far has been 
definitely abcee the level for Janu- 
ary, according to C. W. Upchurch & 
Co., dealers in Packard, Studebaker, 


NATIONAL CONFERENCE 
PLANNING EXHAUSTIVE 
STUDY OF ACCIDENTS 


presided today at a meeting attend- 
ed by two hundred Oldsmobile deal- 
ers in the Kansas City territory, A 
luncheon was held at noon. R. M. 
W. Shaw, advertising manager of 
the Olds Motor Works, Lansing, 
Mich., headed the group of company 
officials here for the Show. 


ration had been ratified by Referee 
in Bankruptcy Charles B. Blair, and 
that the sale had-been consummated 
with the receivers. Continental’s 
price, proffered Friday last, was 
$290,000, of which $250,000 is repre- 
sented in waivers of commitments. 

Mr. Angell further announced 
that plans would be _ vigorously 
pushed for immediate production of 


credit for consumption purposes. 
Notwithstanding the adverse credit 
conditions during the two depres- 
sion years of 1930 and 1931, finance 


(Continued on Page 2) 


BUDD-MICHELINE 





Pontiac and Rockne lines. W. A. 


Bloodworth, vice-president in charge 


of sales, is anticipating an increase 
in retail demand at an accelerating 
rate during the next several months. 
It was pointed out that in this terri- 
tory the season for largest volume 


of sales in the year usually begins | 


about March 1. 

While the demand of the motor- 
ing public of this territory is show- 
ing a definite tendency upward, in- 
terest has become particularly keen 
in the lower-priced lines during the 
past few weeks, according to reports 
here. Encouraging gains in sales of 
Chevrolet, Plymouth, Willis and 
Rockne lines were reported, and 
good reports were made on Dodge, 
Essex, Chrysler, ‘Studebaker, Olds- 
mobile, Buick and Nash lines in the 
medium-priced class. It was esti- 
mated that sales of most of these 
cars were about ten per cent. above 
the corresponding period last year. 

A strong tendency on the part 


(Continued from Page 1) 





Washington, Feb. 19.—Approval sa! 
plans for an extensive program of 
research by Federal government 
agencies to determine the causes of 
automobile traffic accidents and 
congestion and to develop remedial 
measures which may be applied by 
the states and municipalities in 
dealing with the problem, was an- 
nounced today by Secretary of 
Commerce Robert P. Lamont, gen- 
eral chairman of the National Con- 
ference on Street and Highway 
Safety. 

The bureau of public roads of the 
Department of Agriculture will 
carry on the principal .research 
work and other government aven- 
cies, particularly the bureau of 
Standards of the Department of 
Commerce, will co-operate in spe- 
cial investigations. 

The organizations participating in 
the national conference are: Ameri- 


(Continued on Page 2) 





‘CAMDEN, N. J., SHOW 
- HAS HUGE CROWD 


Camden, N. J., Feb. 19.—Camden’s | 
1932 automobile show opened a 
four-day engagement yesterday in 
Convention Hall auditorium, spon- 
sored by the Camden Auto Trades’ 
Association. The exhibition of the 
latest in motor cars, tires and ac- 
cessories drew record-breaking first 
day crowds, 

The show committee of the Cam- 
den Auto Trades’ Association in 
charge of the event includes V. Mc- 
Clelland Fulton, chairman; John H. 
Gardner, Jr., and William J. Mc- 
Kenna, 

The list of exhibitors follow: Au- 
burn, by Auburn Company of South 
Jersey; Studebaker, by MacFulton, 


(Continued on Page 2) 


PONTIAC PROVIDES WORK 
ONLY FOR RESIDENTS 


Pontiac, Feb. 19.—Only former 
employees and regular residents of 
Pontiac and suburbs will receive 
employment at Pontiac automobile 
plants, presidents and general man- 
agers have agreed. Outsiders com- 
ing to Pontiac for jobs will be sim- 
ply wasting their time, R. E. Taylor, 
secretary of the Pontiac Manufac- 
turers Association, has announced. 

The Pontiac Manufacturer’s Asso- 
ciation includes Oakland Motor Car 
Company, General Motors Truck 
Company, Fisher Body Company, 
Wilson Foundry and Machine Com- 





Inc.; Cadillac, by the Camden Cad- a eee a * we ae 
; Chevrolet, Rohrer Cheyro- e ’ 
ie ig and Machine Company, Baldwin 


let Company, Randolph Chevrolet 


—_— Rubber Company, and the Jig Bush- 
(Continued on Page 3) 


ing Company. 


RAIL CAR TESTED 


Philadelphia, Feb. 19.—The first 
public demonstration of a stainless 
steel, self-powered, pneumatic-tired 
rail vehicle of revolutionary design 
was held here today when a group 
of newspaper men, technical writers 
and rail officials was taken in the 
car along the west bank of the 
Schuylkill River from North Phila- 
delphia to Norristown and return, 
a distance of twenty-eight miles. 

This new rail-car, known as the 
Budd-Micheline, is a radical de- 
parture from conventional railway 
vehicles. It is made of stainless 
steel throughout, weighs only 13,500 
pounds complete, can be operated at 
a cost of from one-half to one- 
third the operating cost of existing 
rail vehicles and is the result of sev- 
eral years of experiment on the part 
of the engineers of the Edward G. 
Budd Manufacturing Company of 
this city. 
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Plainfield, N.J Trade Group 
Hears Reports on Its Show! 


during the show week and for the 
general co-operation in the public- 





Plainfield, N. J., Feb. 19—Plain- | 
field Automotive Trade Association | 
held its regular meeting at the Park |ity given the show interests. 

Hotel, at which time John F. En-| The attendance figures of the | 
dress, president of the association, |shows for the last few years were | 
complimented the dealers for the| presented in which it was shown | 
excellent manner in which the/that the 1932 automobile show had | 
twelfth annual automobile show a total attendance of 8,720 for the 
was conducted. Praise was also ex- | week, while the former years car- 


AUTOMOTIVE DAILY 





QUEBEC REGISTRATION 
FOR 1931 SHOWS DROP 


OF ONLY ONE PER CENT. 


Quebec, Canada, Feb. 19.—Auto- 
mobile registration figures compiled 
by the Quebec Provincial Govern- 
ment for the year just closed indi- 
cate that in spite of hard times the 


number of licenses issued in 1931, as | 
| compared with 1930, was less than 1 | | 


per cent. of a reduction. The figures 





tended to Harold E. White, who/ried the following records: 1928, | #re:— 5 
managed the show. Mr. White was |6,725; 1929, 5,417; 1930, 6,360. The | 1931 ......-+sesreeeeeeeeeees 177,485 | 
awarded a purse for his efforts in| 1931 show week was held in the | 1990 .....-+.+sssssseeeeeeees 178,548 | 

i show nounced suc- |showrooms of members of the as- | a 
a oe | | Reduction ..........+./++0. 1,063 


cess. 


A resolution was passed in which | 


the secretary was instructed to 
write a letter to the Courier-News 
and extend the appreciation of the 
members of the association for the 
splendid show edition of the paper 
issued on the opening day, for the 


efficient and complete reports made | 


CONTINENTAL MOTORS 
WILL PUSH PRODUCTION 


OF DE VAUX ‘80° LINE 


(Continued from Page 1) 


|sociation. The afternoon and eve- 
ning attendance of Lincoln's Birth- 
j}day was the highest one-day record 
| of the show, with a total of 1,950. 

| The dealers felt highly elated 
over sales, and spoke enthusiastic- 
ally about the prospects which they 
were confident would develop into 
Sales as spring advances. 


NATIONAL CONFERENCE 
PLANNING EXHAUSTIVE 





(Continued from Page 1) 


STUDY OF ACCIDENTS. 


New car purchases amounted to | 


| 9.12 per cent., the great bulk of the 
| cars licensed being renewals. The 
| percentage of vehicles licensed were 
i given as follows:— 

| NEW CATS ......vecccssccesedss 9.12 
| Used cars 
| Passenger cars 
| Commercial cars 


ee ee 


The numbers and percentages ac- | 


cording to classification were as 
| follows :— 

| New passenger cars. 12,757 
| New commercial cars 3,448 
Used passenger cars. 136,344 
Used commerc’l cars. 24,936 


177,485 


7.18% 
1.94% 
76.08% 
14.08% 


100.00 % 


the De Vaux model “80” line, the!can Automobile Association, Ameri- | PIERCE-ARROW PLACES 


1932 offerings of which were intro-{can Electric Railway Association, | 


duced in New York at the Hotel 
Commodore during show week. Pre- 
liminary estimates by George R. 
Scott, former De Vaux-Hall execu- 
tive, who is to be in charge of pro- 
duction for the new organization in 
the Grand Rapids plant, anticipates 
the manufacture of cars in volume 
between March 15 and April 1. 

Continental Motors engineers will 
be working night and day for the 
next. thirty days to complete work 
already started upon dies and tools 
used in manufacture of the new line. 
Sales and advertising plans also 
went forward at top speed following 
today’s announcement. R. H. Mulch, 
general sales manager, pitched into 
details of a plan which he states 
will greatly increase the size of the 
De Vaux dealer chain in the United 
States. Many of the present sales 
units sent Mulch enthusiastic re- 
actions to the announcement of 
Continental's purchase. 

James A. Houlihan, De Vaux ad- 
vertising counsel, went to work with 
added ardor on the co-ordination 
of a national newspaper advertising 
campaign for release prior to and 
during the spring sales season. 

Although no contract has been 
officially signed to date for the 
rental of administrative offices in 
the factory building occupied by the 
Hayes Body Corporation, it is un- 
derstood that W. W. Hoagland, pres- 
ident of Hayes, and W. R. Angell 
have concluded an arrangement for 
using the space formerly occupied 
by De Vaux-Hall Motors Corpora- 
tion executive personnel. 


BAY STATE HOUSE 
KILLS CONTROL BILL 
Boston, Mass., Feb. 19.—The bill 
for establishment of a rating and 
control board to fix rates under the 
compulsory automobile insurance 
law, an adverse report on which 
was accepted in the Senate yester- 
day, was definitely killed for this 
session of the legislature late yes- 
terday in the House. The latter 
body voted acceptance of the ad- 
verse report without debate. 


} American Mutual Alliance, Ameri- 
ean Railway Association, Chamber 


|of Commerce of the United States, 
|Motor and Equipment Association, 
|National Association of - Taxicab 
Owners, National Automobile Cham- 
ber of Commerce, National Bureau 
|of Casualty and Surety Underwrit- 
ers, National Safety Council, Rub- 
ber Manufacturers’ Association. 


C. N. STODDARD HEADS 
GREENFIELD TAP & DIE 


Greenfield, Mass., Feb. 19.—At a 
recent board meeting, Charles N. 
Stoddard was elected president and 
general manager of the Greenfield 
Tap and Die Corporation, Green- 
field, Mass. He succeeded Francis 
G. Echols, who retired, after hav- 
ing been connected with the small 
tool business for over forty years. 

Mr. Stoddard, a Greenfield attor- 
ney, is a director of several New 
England financial and industrial 
corporations, but he will devote his 
exclusive time and attention to the 
duties of his new office. He has 
served as general counsel and as di- 
rector of the Greenfield Tap and 
Die Corporation since its inception, 
and was vice-president for a year 
prior to being elected president and 
general manager. 


PISTON RING CO. HAS 
INCREASE IN INQUIRIES 


Muskegon, Mich, Feb. 19.—L. 
Fred Iverson, general manager ser- 
vice division, the Piston Ring Com- 
pany, reports that numbers of in- 
quiries being received for trade con- 
nections are unprecedented. 

The Piston Ring Company is an 
example of what can be accom- 
plished through renewed and inten- 
sive merchandising efforts in times 
of business depression. A greatly in- 
creased advertising expenditure and 
the institution of a resale plan of 
selling to fit conditions has al- 
ready prover itself beyond doubt, 
says Iverson. 





Credit for Consumption Is 


Greatest Need 


(Centinued from Page 1) 


companies advanced $5,000,000,000 in 
the purchase of installment paper, 
which means that they substantial- 
ly financed the sale of six and two- 
thirds billions of dollars’ worth of 
consumption goods. This was done 
without creating frozen credits or 
hardships on buyers. Without this 
service the depression would have 
been a cataclysm. The country is 
now like an automobile with a dead 
engine and a tank full of gas. It 
needs a self-starter in the shape of 
cheaper and freer credit for con- 
sumption purposes.” 


» 
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d, Says Hanch 


TRUCK BILL HEARING 
FEB, 29 IN JERSEY 
Trenton, N, J., Feb.. 19.—Senate 
President A Crozer Reeves has an- 
nounced a hearing for February 29 
on three bills to regulate motor 
trucks. One of the measures would 
place such vehicles under the juris- | 
diction of the Board of Public Util- 
ity Commissioners; the second 
would vest the same body with 
power to regulate their rates, and 
the third would limit the operators 
of commercial] vehicles to eight con- 
secutive hours of work, 





DiSTRIBUTOR IN JOPLIN 


Joplin, Mo., Feb. 19.—The South- 
west Motor Company, a branch of 
the Pierce-Arrow Motor Car Com- 
pany, established here to serve as 
distributor for Pierce-Arrow prod- 
ucts -in the four-state district, had 
its formal opening this month. J. 
C. Herman came here to assume 
|managership of the local dealership, 
which has been established in con- 
nection with Don Marvin's Elk Ga- 
rage. 

For its formal opening the Pierce- 
Arrow Company sent one of the new 
eights and two of the new twelves 
which appeared at the automobile 
shows in New York and Chicago. 
Appearance of the show models at- 
tracted considerable attention tothe 
firm’s opening. 

CHANGES IN PERSONNEL 
OF EX-CELL-O IN FIELD 


Detroit, Feb. 19—The Ex-Cell-O 
Aircraft and Tool Corporation an- 
nounces several changes in field 
personnel. William H. Scheer, who 
has been in the Dayton, O., terri- 
tory working out of Cincinnati, has 
been transferred to the Chicago of- 
fice, and will cover northern and 
western Indiana and the southwest 
portion of Michigan. 

H. E. Henry, who has been work- 
ing out of the Cleveland office, has 
been given charge of this territory, 
and will be located at 1240 Bender 
Ave., East Cleveland, O. Frank 
Strother, formerly in charge of the 
Cleveland office, has been trans- 
ferred to the home office in De- 
troit to handle the company’s 
products locally, 


STUDEBAKER INTRODUCES 
3-TON TRUCK IN CANADA 


Toronto, Can., Feb. 19.—Stude-} 
baker enters the heavier truck field 
in Canada this year with a new 
three-ton unit, priced at~the Walk- 
erville plant at $1,830. Wheebases | 
of 141, 153, 165 and 183 inches are 
available, The engine is 6-cylinders, 
75 horse power, and is fitted with 
electro-plated cast iron pistons. 
BROWNE V. P. AND SALES 

MANAGER OF DESMOND 

Chicago, Feb. 19.—W. J. Browne, 
who for many years has been a 
manufacturer’s representative, is 
now vice-president and sales man- 
ager of the Desmond Manufacturing 
Company. Browne is in charge of 
general sales offices, located at 1112 
South Michigan Ave. William Des- 
mond, president of the concern, is 
in charge of the factory, located at | 
1308 East 73d St. 


SIMMONS APPOINTS WHIPPLE 
AS CREDIT MANAGER | 
Cleveland, Feb. 19.—Carlyle B./ 
Whipple has been appointed credit 
manager of the Simmons Manufac- 
turing Company. His new job with 








} 


Simmons includes the supervision of | 
credits, collections and adjustments. 





SPARKS from JJETROIT- 


Tom Hay Back 









Measuring Public Opinion 


Cadillac Colored Tires 
|| . 
A Candy Coach 





* 7 


| . 











| 
| Chris Sinsabaugh—Detroit Editor 
= ———EE————e 
row, as Reo distributor this time, after six months 
'marking time. There’s a difference, however, in that father 
has moved out of the driver’s seat and turned the reins over 
ito the son. Thomas F. Hay is president of the new set-up, 
'while Father Tom, resting on the laurels of more than a 
quarter-century in the automobile business, sits back as 
treasurer of the concern. That’s not his only job, however. 
He is carrying on as president of the National Used Car 
Reports also. 

Father Tom wrote his name in our guest book the other 
day, and was telling the column conductor about Son Tom’s 
form-fitting presidential toga. And here I am remembering 
the days when we were staging the Elgin road races, and 
Son Tom a mere lad in knickerbockers! Tempus sure does 
fugit; but then, youth must be served. 


* + * 


A SCIENTIFIC METHOD of discovering public opinion 
as to an automobile product was devised and put into execu- 
tion by Brooke, Smith & French of Detroit, handling the 
Graham advertising account, so that now factory officials 
have valuable and authentic information in the laying out of 
production and merchandising plans. 

The factory wanted to know two things: (1) What is 
the car (under $1,5000), of most advanced design and out- 
standing beauty? And (2) What car in the $1,000-$1,500 





|elass is the most outstanding value? 


Whereupon the agency became the inquiring reporter 
at the Detroit automobile show. It turned the questions over 
to Staub, Fletcher & Van Tifflin, Detroit certified aecount- 
ants, who in turn sent their senior accountants to the show, 
armed with ballots on which were printed the questions. Each 
person coming out of the show was handed a ballot, after it 
first was ascertained that the show visitor was not connected 
with an automobile company. Then, too, the accountants 
did not know for whom they were gathering this information, 

Several thousand ballots were collected, and the results, 
as certified by the accountants, showed, the Graham company 
announces, that in the beauty contest, number one question, 
Graham ranked first with a percentage of 44.9 per cent. of 
the total votes, while its nearest competitor had 9.5 per cent. 
Voting on value, number two question, Graham is certified 
as the leader with 27.7 per cent., as against 18.9 per cent. for 


the second car. 


* * * 


MUST BE we are coming into the era of the colored tire. 
Only three days ago the column told about Goodrich’s Anode 
process of coloring the side walls, and now the conductor 
discovers that he has bum eyesight; he missed seeing that 
gorgeous Cadillac V-16, a Fleetwood imperial landaulet, in 
the General Motors exhibit in the Stevens during the Chicago 
show. 

Cadillac wrote history with this car, for, I am told, it 
had the first colored tires ever offered to the public. The 
casings were green, and in complete harmony with the body 
tones. Claim is made that the idea of colored tires was 
evolved by the United States Rubber Company, working in 


collaboration with the General Motors art and color section. 
ae * xe 


WITH HIS CUSTOMARY foresight, John Chick, 
Cadillac general sales manager, grabbed the idea and put 
colored tires on the show car. So well did it go over, that 
now Cadillac is giving colored tires as optional equipment. 
Chick says that white or black tires sometimes conflict with 
the general color harmony of a car, and that this difficulty 
can now be eliminated through the use of tires colored to 
blend into the general ensemble effect. 

* * . 

A REPLICA of the Fisher miniature coach in the form 
of a candy reproduction, made by the chef of the Book- 
Cadillac Hotel in Detroit, was the valentine presented to 
W. A. Fisher, president of Fisher Body, in Miami the other 
day. It was taken to Florida by W. S. McLean, a Fisher 
Body executive, and N. W. Hopkins, Campbell-Ewald pub- 
licity contact. 























‘No 


Philadelphia Marmon Co. QDEA TAKES UP REINS 
ives the "Purchasers. QF MICHIGAN A. T. A. 


Twenty Months to Pay 






A sale of reconditioned used cars | 
on the plan of “No Money Down— (Continued from Page 1) 
Twenty Months to Pay,” staged by) x 
the Marmon Philadelphia Company, | Applegate, Flint; Amos Gezon 
distributor, 667 North Broad St. |Grand Rapids; Frank Herrick 
Philadelphia, starting on February 1, | Jackson; N. J. Bauman, Kalamazoo; 
resulted in the first ten days as fol- | J. J. Stockey, Lansing; J. B. Dean 
lows: Brought approximately 700|™Mason; .O. R. Dickerson, Mount 
prospective purchasers on the selling Clemens, a director; William De- 


: vette, Muskegon, a director; Ray C. 
floor, increased the business of the Dull, Monroe; E. L. Paige, Pontiac; 


used car department 60 per cent.| John C. Cawood, Port Huron: Eric 


over the corresponding time of the | F. Weineke, Saginaw; Chris Nif- 
previous month and left only one | neeet - a a Foote, 
dozen units on hand out of fifty | ——— =, a eldman, 
offered on sale. On one or two days | Ypsilanti. 
of the anle the floor had the appear- | 
ance of a “run” on merchandise in | 
a department store because of | DECIDED UPTURN IN 
throng attending. 
The plan was conceived and put} 
into operation by W. H. Alexander, | 
used car sales manager. In the) 
face of the business depression, with | 
consequent quiet trade, it was his/ yf automoble owners who are not 
object to find some method whereby | yet ready to buy new ears to have 
the public could buy used units in} their present cars repainted and 
first-class condition with the small- | overhauled has become apparent in 
est possible down payment. An ar-/|the past several weeks, according to 
rangement was made with a finance| reports from service departments. 
company to handle the deals without | 4 recent cut in service department 
tien oo payment at all, an excep-| prices by most of the leading auto- 
or y easy way Fw public t0| mobile dealers was credited with 
purchase, and one which eliminated! bringing about this attitude, with 
any argument over the question Of  exnectations of a greater volume in 
price. The only provisos with regard the next few weeks . 
to the prospective purchaser were| 4 good busincss in the Charlotte 
that he must be a citizen and his zone for the 8 ‘Ez Sales Company 
credit must be approved. A check was forecast by George F. Daly 
a the finance company for the | accistant zone manager. The used 
aie ‘aes ot tn py WaS | car inventory situation as it affects 
- this company’s dealers in this zone 


While it was the plan to imme- | 
is generally better than it has been 
diately liquidate the stock of used in several years. 


= = a preparatory to taking “Business conditions for the auto- 


New Dealer 







(Continued on Page 3) 

















1932 models, beginning about Febru- 
ary 15, persons coming to the de- 
partment any time in the month 
thereafter, or even any time in the 
present year, will be permitted to 
purchase used cars on the same 
basis, it was stated. 

The only advertising expense for | 
the initial sale was $65. This in- 
cluded a three-line advertisement 
run daily in the classified columns 
and a two-column, two and one- 


CALIFORNIA 
Studebaker—Bianco’s Garage, San 
Rafael; John F. Howard, Monrovia. 
Aubern—Auburn-Fuller Company, 





‘ 
' 


quarter-inch deep display inserted in | Oakland. 

two Sunday papers on February 6; Nash—L. L. Chapman, Richmond. 
also, a small window sign of white DELAWARE 

cloth, with wood frame, lettered Studebaker — Penn-Clay Garage, 
conspicuously in’ red and blue. This Wilmington 

sign read: FLORIDA 


NO MONEY DOWN SALE 
20 MONTHS TO PAY! 
The display advertisement in the 
Sunday papers was as follows: 


Auburn—Lynn Motor Car Com- 
pany, Fort Myers; Polk County 
Auburn Company, Bartow; Camp- 
MacKay Motor Company, Ocala. 

GEORGIA 

Auburn—South Georgia 

| Inc., Brunswick. 
ILLINOIS 

Auburn — The Johnston-Moody 
Company, Peoria; Charles Lange & 
Co., Chicago. 


Motors, 


50—USED CARS—50 | 
NO MONEY DOWN SALE 
20 Months to Pay 
All Makes, All Models 








NO RED TAPE 


MARMON PHILADELPHIA CO. 
Open—667 N. Broad St.—Open 





INDIANA 
Evenings Sunday Auburn—Cranfill Auburn Com- 
pany, Inc, (distributor), South 
The models on sale were listed in| Bend; Frederick M. Sutter, Colum- 
the window in the usual manner be- | bus. 





Nash—Orr Motor Sales, Muncie; 
| Charles F. Stokes, Marion. 


| 
| KENTUCKY 
} 


low the cloth sign. 
OGDENSBURG, N. Y.. SHOW 
Ogdensburg, N. Y., Feb. 19.—The 
twelfth annual show of the Ogdens- 
burg Automobile Dealers Association 
will be held in the state armory the 
third week of March, 


Studebaker—Southern Auto Com- 
pany, Campbelisville. 
LOUISIANA 
Avburn — Stewart Motors, 
(distributor), New Orleans. 


Inc. 





I 


Selling Service Specials 


(SPECIALS 
CHEVROLET MOTOR REPAIRS 
H. R. NICHOLSON, Inc. 


STRATFORD, N. J.—PHONE LAUREL SPRINGS 201 


REPAIRS 
Grind Valves, Remove Carbon and Tune Motor 
6 Cylinder, $5.60 4 Cylinder, $4.00 
Install All Piston Pins, OR Piston Rings, Including 
Refill of 100% Pennsylvania Oildu Oil 
6 Cylinder, $12.95 4 Cylinder, $9.95 
Install Fly Wheel, Starter Gear and Inspect Starter, $6.95 
CARS WASHED AND LUBRICATED (Both) $1.50 
Prieel Include All Labor and Material Used 
THIS OFFER GOOD UNTIL MARCH IST, 1932 














ADVERTISENG service specials in the daily papers has been found 
successful by H. R. Nicholson, Inc., Chevrolet dealer of Stratford, 
N. J. Each ob is listed for both four and six cylinder cars 










“Money Down’ Sale 


NAMES MEMBER UNIT 


NEW CAROLINA SALES 


AUTOMOTIVE DAILY NEWS, SATURDAY, FEBRUARY 


20, 1932 





Mo ves Used Car 


‘Rapidly 


Co-ordination Brings Success 


nitely,” said Mr, Daly. 
are reporting a steadily 





new cars. In 


effort to reducing 


CAMDEN, N. J., SHOW 


HAS HUGE CROWD 


(Continued from Page 1) 


| 


| 


| 


Franklin, by 





F. Pfeiffer Motors; Dodge 


Plymouth, by Watson Shallcross, 
Inc.; Buick, by New Jersey Auto and |statement, but I have yet to see any 


Supply Company; Oldsmobile, by 
Ingram Motor Company, and Pon- 
tiac, by County Motor Sales. 


SHANK-COBLEY NAMES 
TWO NEW DEALERSHIPS 
Toledo, O., Feb. 19.—Shank-Cob- 
ley, Inc., Willys-Overland distribu- 
tor, announces the appointment of 
the following dealers: Lusher Mo- 
tor Company, 361-365 Elkhart Ave.., 
Elkhart, Ind.; and Joseph G. Parks, 

117 Walnut St., Findlay, O. 


Appointments 





By States and Makes 





MAINE 

Auburn—E. O. Philbrook & Son, 
Rockland. 

Nash—Somerset Nash Company, 
Pittsfield; Somerset Nash Company, 
Skohegan. 

MARYLAND 
Nash—H. P, Elzey, Allen. 
MASSACHUSETTS 
Auburn—Elmer L. Sault, Taunton. 
MICHIGAN 

Studebaker—Krapp Brothers’ Auto 
Sales Company, Inc., Detroit; Olm- 
stead Motor Sales, Battle Creek. 

Auburn—Stevens Auto Company, 


' 





Durand; Wittman Motor Sales, 
Petersburg. 
MINNESOTA 
Auburn—Ruby Motor Car Com- 
| pany, St. Paul. 
MONTANA 
Nash—H. H. Halse, Sheridan. 
NEBRASKA 
Auburn—Wetherell Motor Com- 


pany, Lincoln. 


NEW JERSEY 
Auburn—J. C. Cressman Motor 
Car Company, Elizabeth; Littell Mo- 
tor Company, Franklin. 
Studebaker—Sweeley-Boole & Co., 
Inc., Newton; Tri-County Auto Sales, 
Pompton Lakes, 
NEW YORK 
Studebaker—Marty Motors Cor- 
poration, Pleasantville; Ira B. Shil- 
linger Garage, New Lebanon; Glen 
J. Harvey & Co., Saranac Lake. 
Auburn—Pfeifer Motor Sales, Inc., 
Jamaica, L. I.; White Plains Motor 
Service, Inc., White Plains. 
Nash—Henry F. Atherion, Glens 
Falls. 
OHIO 
Studebaker—A. L. Holloway, Bu- 


cyrus; Clark Avenue Motor Sales, | 


Cleveland, 
Nash—Haskins Motor 


pany, Akron. 
OREGON 
Studebaker—John K. 
Inc., Portland, 
PENNSYLVANIA 
Auburn—Lewis & Bullard, Hall- 
stead, 
Studebaker—Farris Morton Mo- 
tor Sales Company, Pittsburgh, 


Leander, 


The dealers 

increasing 
number of prospects and sales for 
recent weeks these 
dealers have given much time and 
their stocks of 
used cars, and, he said, this drive 
has met with encouraging success. 


Company and H. R. Nicholson of 


Stratford; Chrysler, Plymouth and | have five or six or a dozen depart- 
| Nash, by Eggie & Son; Pierce-Ar-|ments of the business and manage 
row, by H. A. De Hart & Son; , 
Franklin-McKenna | @lways in view while the others tag 
Company; Willys, by Airport Auto-|0n as mere sideshows, your chances 
mobile Corporation; Graham, Reo of achieving it are nil. Where they 
| and Hudson-Essex, by Mori-Holland | all work together to accomplish it, 


Motor Company; Hupmobile, by C.| directed and co-ordinated by one 
and centralizing force, 


Company, | 
Gallipolis; G. E. Maloy Motor Com- | 


| All Features. 


| president of the Commercial 
}address on “Co-ordination,” g 
|an automobile dealer must do 


The fundamental requisite of 
management in any line of busi- 
iness is to have a major purpose, 
}and to combine all the factors in 
the business for the accomplish- 
ment of that purpose. Where you 


lonly one of them with that purpose 


success is cer- 
ltain. That sounds like a strong 
| business in which all factors were 
}combined and made part of one 
| sound plan that did not flourish. 
Throughout the present depression 
I have not met one automobile 
dealer who was operating his busi- 
ness as a unit and not at least mak- 
ing the grade. The people who are 
going under today are those who 
emphasize this or that feature of 
their business instead of welding all 
features into one ‘co-ordinated 
whole. 

The automobile dealer has exact- 
ly one commercial objective—name- 
ly, to make his business Investment 
yield the largest possible dollar- 
and-cent return. Ethically speak- 
tng, of course, his job is to render 
the greatest social service—and@ he 
will, in the long run, earn the great- 
est obtainable profit by doing so— 
but I am talking in business terms 
lrather than in those of meta- 
physics, and his business objective 
is profit. To make the greatest ob- 
'tainable profit year in and year out 
means to sell the utmost profitable 
volume at the lowest practicable 
cost. And, both to sell and to con- 
trol expense, the business must be 
operated as a unit, 

I have sometimes wondered, dur- 
ing the past two years, if the aver- 
age dealer were thinking enough in 
sales terms. So much has been said 
about velume without profit, and 
so much stress has been laid on ex- 
pense control, that the vital impor- 
tance of maintaining an organiza- 
tien which is, from end to end, as 
perfect a piece of sales machinery 
as possible, may not have been as 
apparent as it should be. Bat the 
day will never come in this industry 
when that will not be the first es- 
sential of successful retailing. 

Let’s see what it means to build 
a sales machine. 

In the first place, of course, it 
means a strong new car sales de- 
paremtnt—a well-selected sales 
force, a thorough system of sales 
training, a sound compensa- 
tion basis, an _ itelligent mar- 
ket anslysis plan in_ regular 
use, and an advertising pro- 
gram that ties directly into the 
salesman’s activities. It means con- 
stant oversight of every salesman’s 
work and constant pressure of the 
most enlightened sort on the sales 
force as a group. It means @ never- 
ending study of the science of sales 
management and constant read- 
justments of the program to meet 
the requirements of an ever-chang- 
ing situation. 

It means used car sales manage- 
ment of the highest order and a 
used car trading policy which, in a 
large measure, directs the new car 
sales campaign. The used car de- 
partment must know what cars it 
can handle quickest and with a 
minimum of loss, and must con- 
stantly inform the new car depart- 
ment as to the types most needed 
in its stock, The new car depart- 
ment must strive to acquire those 
types in prefernece to all others. 


To Dealersh ip, Declares. Lewis 


| . . . @ 
|mobile trade are looking up defi-|Commercial Credit Company Official Says Dealers 


Going Under Are Those Who Emphasize This 
Or That Feature of Business, Instead of We 


Iding 


Baltimore, Md., Feb. 19.—H. Bertram Lewis, vice- 


Credit Company, in a recent 
ave a graphic picture of what 
to make a success. 


He said, in part, as follows: 


The used car department must have 
able salesmen—carefuly chosen and 
thoroughly trained. It must have 
a sound compensation policy that 
keeps their activities always directed 
toward the most constructive ob- 
jects and tends to turn the stock 
most advantageously. 

It must have a list of persons who 
have bought its used cars in the 
past, and of those to whom it has 
tried to sell without success. Also 
of any other classes of prospects 
that it may pay to keep in touch 
with through the mail. It must know 
how to advertise for maximum re- 
sults at minimum cost. It must 
understand the art of appraising 
cars. There is such an art whose 
practice results in closing the new 
car sale without giving the building 
away. It is usually based on the in- 
telligent use of a used car appraisal 
Sheet. It is one that must be 
mastered by every dealer who 
aspires to build a sales machine. 

It means a sales-minded service 
department. One that exists to 
make first friends and then a 
profit. In the Jong run its profit 
will be all the greater for placing 
friendship first. It must have the 
service history of every new and 
used car owner with whom it has 
had dealings, and must keep the 
new and used car departments in- 
formed of any important develop- 
ments in their respective states of 
mind. It must offer some sort of 
standardized maintenance plan to 
every owner, perhaps a variety of 
them, to make all the surer of 
meeting his needs, and must try to 
get him in the habit of calling at 
regular intervals to have the need- 
ful lubrication and adjustments 
taken care of. It must study the 
facilities and methods of the super- 
service stations and try to off-set 
their competition by offering the 
public something better. It must 
even consider a super-service set-up 
of its own as an adjunct to the busi- 
ness. Some able dealers have estab- 
lished super-stations of their own 
and are making them a source of 
new and used car sales leads and 
feeders of major repair jobs to the 
regular service department. 

It means an energetic attitude to- 
ward the accessories business. One 
dealer who has made this feature 
good requires his salesmen to carry 
lamp bulbs and spark plugs in their 
sales kits and pays them commission 
on every accessory sold. These men, 
he says, not only sell what they 
carry around, but pick up many 
orders for tires and other items of 
equipment, with the net result that 
his accessories volume has become 
a respectable factor of his annual 
total and a definite element of 
profit. 

It means a sound accounting sys- 
tem that shows the dealer the thing 
he needs to know and doesn’t con- 
fuse him. It means constant fin- 
ancial forecasting and a knowledge 
at all times of what dollar-and-cent 
results are probably in store. 

It means that every business con- 
tact be made a source of friendship 
and respect. Unfailing courtesy at 
the telephone, exceptional interest 
in the customer, the prospect and 
the public by every employee. It 
means correspondence methods that 
create good will and severe penal- 
ties for every careless or irritating 
letter. 

It means, in the last analysis, @ 
carefuly selected, thoroughly trained 
and constantly supervised personnel 
in all departments. 


(Continued on Page $2.4). 
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New Fields to Conquer 


HETHER or not the Ford organization is contemplat- 
ing the new delayed-payment plan which has been cred- 
ited to it in Detroit, we do not know, but the idea is interest- 
ing, anyway. Our readers will remember that Chris Sinsa- 
baugh, in our Detroit office, sent us the story that the Ford 


company would sell its four-cylinder car at a base price of 
$388, on terms of $100 down and the later payments spread 
over two years, which brings the monthly installments down 
to $12. 

’ As we see it, such a plan would open sales fields that have 
not yet been touched. The long-payment period has disad- 
vantages, which we shall touch on later, but there is no ques- 
tion of its unearthing a class of buyers not now in the market. 

To begin with, almost any person employed on a reason- 
ably secured job would be able to see his way clear to making 
a monthly payment of $12. Families where more than one 
member is employed in gainful occupation would be almost 
inevitable prospects for a car sold on this basis, Exactly as 
much as a lowered price opens the way to tapping new groups 
of buyers, so does an installment spread that makes monthly 
payments almost negligible. 

It should also be remembered that, in the lowest price 
class, a drop of even $25 in the first cost of a car is an impor- 
tant matter in stimulating sales. So, too, a seemingly slight 
reduction in the size of monthly installments will decide many 
persons and families in favor of buying a car. When a 
deferred-payment spread is introduced which cuts the 
monthly installment in half, it is a sales argument of tremen- 
dous proportions. 

There is another class which we believe would prove 
important as a new sales group under such a plan as this. We 
refer to commuters, workers who live in suburban or rural 
villages around all our cities and travel to their places of labor 
by electric or steam railways. 

The cost of commuting—say, twenty miles—will run in 
the neighborhood of $12 a month. What could be more inevi- 
table than the suggestion to the commuter that he buy a car, 
pay for it at the rate of $12 a month and abandon the railway 
in favor of driving himself? The only fly in the ointment 
here is that parking space, already a major problem, would 
be still further burdened by this procedure. Nevertheless, we 
“an see a large sale of low-priced cars to commuters if the 
cars are sold on the basis that puts them into direct competi- 
tion with the railways for the job of getting people to and 
from work. 

On the other side of the picture we have the traditional 
experience that, unless the down payment is large enough to 
insure pride of ownership and the desire to keep, reposses- 
sions will be many and losses inevitable. 

In this case we do not believe that this tradition will hold. 
The down payment of $100 on a $388 price is somewhat over 
25 per cent. The sum generally demanded is a minimum of 
331 per cent. of the price. To the new buyer group that this 
plan would tap, $100 is a substantial sum of money. This 
class of buyer would not consider it possible to put down 
$100, make three or four monthly payments and then treat 
the whole transaction as rent for a car during the summer 
months, allowing the company to take back the car on repos- 
session. This is an operation familiar in other sales fields. 

We believe that in a majority of cases low-priced cars 
would be bought on long terms as family transportation sys- 
tems. The family would contribute to the $100 down payment 
and to keeping up the monthly installments. 

Time was when there was no need for easing the finan- 
cial strain of buying a car. Every one was buying, and the 














conservative one-third down, with a maximum of twelve 
months on the deferred payments, served to permit purchas- 
ing from income in the volume needed to keep our factories 
going full blast. But hasn’t the depression changed that, and 
may not this other idea be worthy of consideration, even 
though the Ford company is not actually going to use it at 
‘the present time? 














Automotive Daily ‘News: In a re- 
cent issue of Automotive Daily 
News, I read Mr. Scaife’s interesting 
article on automatic truck chassis 


lubrication, and I take this oppor- 
tunity of introducing and making 
known to Mr. Scaife and readers 
of the Automotive Daily News of a 
simple and. efficient automatic 
chassis lubricating system which 
has been developed and perfected 
recently. Oil being the proper lu- 
bricant for chassis lubrication, this 
system, therefore, uses oil and lu- 
bricates most thoroughly every 
bearing on the chassis, and is suit- 
able for truck, bust and passenger 
car. 

It is my belief that an efficient 
automatic system for chassis lubri- 
cation has been a long-felt want, 
however, and the writer claims this 
need is finally fulfilled. 

The system in question differs en- 
tirely from other systems that are 
or may have been in use. It is 
simple, free from working parts, in- 
expensive, automatic, and, I may 
aci, the kind that ever oils. When 
I say “ever-oil,” I mean just what 
the word implies—oil always where 
needed—inasmuch as the lubricant 


The great trouble with our busi- 
ness—with all business—in the past 


has been that we have approached 
its problems wrong end foremost, 
and have failed to realize that the 
most important factor with which 
we had to deal was really the hu- 
man equation. We have thought of 
our employees as pawns in the 
game, to be hired and fired at will, 
and used generally as any workman 
would use a tool or a machine which 
had no personality nor any soul— 
no spirit and no heart, in other 
words, which our tactics might 
break, and no capacity for happi- 
ness which our methods might 
wreck. 

But ever since the World War 
showed us what a hell human sel- 
fishness can make of this world, a 
spirit has been moving under the 


| Surface of society that is today tell- 


ing mankind in diversified language 


| COMING EVENTS _ | 


EE Se 
FEBRUARY 

13-20-—-Kansas City, Mo. Annual! Auto- 

mobile Show. Kansas City Motor 

Car Dealers’ Association. American 


Royal Building 
13-<0—Los Angeles, Cal. 
Hote) Piltmore. 


Automobile Salon 


| 15-20—Memphis, Tenn. Show. 


17-20—Burlington, Vt. Show. 
17-20—Charlotte, N. C. Show. 
Show. 


17-20—Mankato, Minn. 


ti-21-—-Peoria, II} Automoniie Show 
18-22—-Holyoke, Mass. Show. 
| 20-21—Green Bay, Wis. Show. 
21-25—New Orleans, La. Show 
22-27—Des Moines, la. Show. 
23—Des Moines, Ia. 13th Annual Meet- 


ing and Convention. Iowa Auto- 
motive Merchants Association. 
22-March 5—San francisco, Cal. Autcmo 
bile Salon Palace Hotel 
27-March 5—Albany, N. Y. 22d Annual Au- 
tomobile Show, Albany Automobile 


Dealers’ Association, Inc., State 
Armory. 

29-March 5—Seattle, Wash. Show. 

MARCH 

3- 5—Gary, Ind. Automotive Trade Asso- 
ciation, annual show. A. H. 
Travers chairman. 

3- 5—Manchester, Conn. Show. 


3- 6—Decatur, Ill. Show. 

5-13—Toronto, Can.. National Spring Mo- 
tor Show of Canada. Canadian Au- 
tomobile Chamber of Commerce, 
Coliseum, Exhibition Grounds. 

10-12—Ansonia, Conn. Show. 

OCTOBER 

N. Y¥. National Metal Ex- 

174th Regiment Armory. 


3- 7—Buffalo, 
position, 
W. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 

3- j—Buffalo, N. Y. National Metal 
Congress. Sponsored by American 
Society for Steel see, with co- 
operation of American Society of 
Mechanical Engineers, Institute of 
Metals and Iron and Steel Divisions 
of Américan Institute of Mining 
and Metallurgical Engineers, Amer- 
nen Welding Society, Wire Associa- 

on, 


As Our Readers See It 


OPINIONS expressed in this column are those of readers of Automotive 

Daily News and do not necessarily represent the views of its editors 
or owners, Readers are cordially invited to use this space to discuss any 
problems of interest to the automotive industry as a whole. 


Reader Describes New 
Chassis Lubricating System 











in this design is retained and the 
bearing surfaces are bathed in oil 
at all times. Consequently there 
can be no starving of any bearing 
at any time for the want of oil. 
The lubricant is ever present in suf- 
ficient quantities constantly, re- 
gardless of whether the vehicle is 
in operation or remains idle. 

As already stated, this system is 
a simple design and consists of an 
oil reservoir, plunger, tubing, and. 
of course, the method of oil control 
design features. The amazing part 
ig that no check valves are neces- 
Sary to regulate the oil feed. Fur- 
thermore, it is absolutely foolproof, 
nothing to get out of order, nothing 
to adust or regulate; in fact, re- 
quires no attention at all. 

Spring shackles and other parts 
always remain clean, and there is 
no chance for oil to be forced out 
to smear up these parts, as never 
at any time is a heavy or tremen- 
dous pressure necessary to force the 
lubricant through the lines. Just a 
gentle oil push is tolerated at any 
time, and remember that, after all, 
tremendous pressures are not nec- 
essary, as is commonly believed. 

C. B. QUAKA, 
Bridgeport, Conn. 





Sees Co-ordination as Only 
Salvation in Dealer Success 


(Continued from Page 3) 


that playing fast and loose with hu- 
man misery has got to stop and 
that governments and employers 
alike owe to their people every en- 
couragement to grow to the utmost 
of their capabilities. 

They are saying this in one way 
in Russia, in another in India, in 
another in China, and in another 
in Spain, and here in the United 
States we are hearing thoughtful 
people say on all sides that unless 
business voluntarily takes greater 
account of the individual in future 
than ever in the past the state will 
step in and require it 

Now God forbid that we in Amer- 
ica shall ever have state socialism 
—but that’s the sure alternative un- 
jless business puts its own house in 
| order. 

But wholly aside from the ques- 
tion of compulsion, there is abso- 
lutely no policy that pays so hand- 
somely in business as one which 
selects new employees with the 
utmost care, works with them con- 
stantly to help them grow, and 
gives them financial incentives that 
make such growth materially worth 
while. 

I wish that in this message I 
could pass along to you fellows the 
vision I have of the great new pos- 
sibilities that lie ahead of business 
when a policy of that kind is uni- 
versally adopted. I know of one 
dealer today who has pursued it for 
years—and his business even at this 
juncture is outstandingly successful. 
I know others who have more re- 
cently seen its importance—and 
every one of them is operating 
soundiy and profitably. 

To make it effective requires at 
the outset a much more careful 
selection of human material than 
the average merchant in any line 
applies. The old saying that “You 
cant make a silk purse out of a 
sow’s ear” is just as true in relation 
to human material as to any other 
phase of life. The stuff must be 
there or you can’t train it. The 
only safe rule to follow in taking 
on new employees is to select them 
as if you were picking life partners 
—to figure as if every man or 
woman you put on were to be a 
permancy and that your whole 
business future would depend on his 
or her ability for the job. Having 
taken them on, they should be care- 
fully instructed in your standards 





loose until they clearly understand 
just what to do and how. 


From that time on they should be 
watched and praised and criticized 
according to their needs, trained and 
made to grow, in other words—and 
if, along with training, you can give 
them the inducement of a profit- 
sharing plan that will tie them to 
your business and make it worth 
their while to give their best, you 
will have taken the most funda- 
mental step possible toward co- 
ordinating effort throughout the or- 
ganization and welding it into an 
efficient, fighting whole, sales- 
minded throughout and working 
unitedly for profit. 

To convince you that this program 
is not the mere day-dream of a 
looker-on whose period ef active 
service in the business ended a dozen 
years ago, I want you to know that 
what I am describing is the method 
of one of my closest dealer friends, 
who has made it count tremen- 
dously throughout the greater part 
of that period and has profited par- 
ticularly by it during the past two 
years. 


In conclusion, fellows, let me say 
that when you have a difficult job 
to do there isn’t any substitute for 
work, Sound planning won't get 
you a thing without it. With enough 
of it, even inferior planning may 
get you by. On the basis of many 
years’ observation of dealer affairs, 
I am prepared to say that, as be- 
tween the dealers who have suc- 
ceeded and those who have failed, 
the former have in general worked 
much the harder of the two. It’s 
that kind of a business. New phases 
every minute; unexpected problems 
every day. Something to catch you 
unawares and trip you up every 
time you turn your back. What- 
ever plan of management you fol- 
low—keep behind it every minute. 
Drive it, study it, improve it. 

To summarize the thoughts I 
want to leave with you and put 
them in their proper sequence, let 
me state them once again. 

1. Give every employee the care- 
ful selection, the training and the 
incentives that will make them, one 
and all, your salesmen, 

2. Sell everything you have to 
Sell, and sell it all the time. Sell 
good-will when you can’t sell mer- 
chandise. Make every business con- 
tact a means of. building or 
strengthening friendships. 

3. Know where you're going fi- 
nancially, and take each new step 
with a clear idea of its dollar-and- 
cent effect 

4. Don’t kid yourself with an ac- 
counting system that is long on 
theory and short on producing the 
facts you need to know to run your 
business. Generally speaking, the 
simplest complete accounting method 
is the soundest, and any system 
that conforms to an accountant’s 
theory but leads the proprietor of 
the business into errors based on 
what it seems to show is just a 
gratuitous ticket to the graveyard. 

5. Keep a sharp lookout for leaks, 
and never take your eyes from the 


jexpense account. Many outlays that 


have a sales motive are investmenis, 
and must be so regarded. A skin- 
flint attitude is not what I am ad- 
vocating here. But there are many 
reasonable forms of expense con- 
trol which, if utilized, can make & 


tremendous’ difference in your 
twelve-month profit. 
6. Tie the whole package to- 


gether and make a move along any 
of these lines without considering 
its effect on the other features of 
your program, Think it through, in 
other words, and don’t go off 
half-cocked. Know your business as 
a unit, and multiply the value of 
every step you take by giving each 
department its due share of the 
benefit. 

7. Don’t get into ruts, or, if you 
are in, don’t allow yourself to stay 
in. Keep an open mind on every 
subject that affects your business. 
Read the trade papers, attend trade 
conventions, hear and see what 
other dealers are doing, and always 
be ready to try out others’ plans 
and methods when they seem on 
the surface to have merit.* Don’t be 
a weathercock and don’t go chas- 
ing your tail—with new policies 
every five minutes, and eventually 
winding up exactly where you 
started, as I have often seen people 
in this business do, under the de- 
lusion that change is always prog- 
ress, Don’t change at all till you’ve 
thought the thing through, but al- 
Ways be ready to change when you 
find what seems, after thorough ap- 


and your methods, and not turned praisal, to be a better way. 
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CUMULATIVE NEW PASSENGER CAR REGISTRATION STATISTICS, JANUARY, 1932 


Returns for today: Arizona, Nebraska, New Mexico, North Carolina, Ohio and Oregon 
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A British Attempt to Do 
Away With Ordinary Gearset 


In the issue of the Autocar, the 
English motoring magazine, now cur- 
rent in this country, there is a de- 


scription of an interesting attempt | 


that is being made in England to 
eliminate the gearset, as we know it, 
in favor of a design to give an infi- 
nitely variable ratio between engine 
and rear wheels. 

The unit in question is a six-cyl- 
inder engine built by Morton & 
Weavers at Coventry and officially 
known as the Thomas torque con- 
verting engine. The Autocar de- 
scription continues: 

The principle of this 
clever, and not difficult 


engine is 
to under- 





THOMAS TORQUE converting engine 


stand. The unit has already been 
fitted in a car, and the variable 
transmission worked very well, but 
there was difficulty in controlling it, 
for the very low ratio obtainable 
permitted exceedingly high stresses 
to be reached, and thus mechanical 
means had to be provided to make 
sure that a neutral position would 
quickly be reached, when necessary, 
after traveling at very low speed on 
an irresistibly low gear. A newcon- 
trol has been devised, and the latest 
power unit is now being put into the 
car for further trial. 

Prior to examining the photo- 
graphic reproductions of the actual 
power unit, a study of the diagram- 
matic sketch should make clear the 
principle involved. It is necessary, 
however, to emphasize that the 
sketch is purely a diagram, and not 
a drawing of the engine, the pur- 
pose being to show it in its simplest 
form. Primarily the engine consists 
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A NEW ABRASIVE 


} is caused to oscillate on its fulcrum, 
iso that the second connecting rod | 
causes the crankshaft to rotate. 

So far the sailing is plain. The 
crankshaft, however, is not used for | | 
the transmission of torque. Instead | 
| there is a slideway cut along the 
| face of the primary arm of the bell 
j} crank, and in this slide is a mov- 
able block or crosshead. A link is 
| attached to the block and terminates 
jin a stout-threaded nut, and in the 
|} nut is a screwed spindle with a gear 
or chain sprocket on its outer end, 

If the gear is rotated the cross- 
head is caused to move into any 
desired position in the slide, and 


The Bridgeport Safety Emery 
Wheel Company, Bridgeport, Conn., 
is now putting out a new abrasive 
disk cut-off machine, designed for 
high cutting speeds and ease with 
which the material may be handled. 

It is stated that light sections of 
many kinds of material 
handled by this machine, particu- 
larly non-ferrous metals. It is also 
stated? that very hard materials, 
such as tool steels, bits, drills and 
drill rods, Alleghany and other 
bright metals, can be cut with this 
machine. 

The cutting disk revolves at a 
speed of 5,200 revolutions per min- 
ute, with a wheel speed of 16,000 
revolutions per minute. A seven and 
one-half horse power motor deliv- 
ers power through six V-belts, The 
motor and the disk head balance 
each other on the rocker shaft, car- 
rie? in Timken bearings that are 
sealed against entrance of foreign 
matter. 

The standard vice holds sections 
up to two and one-half inches, 
either straight or for diagonal cuts 
up to forty-five degrees. The vice 
can be removed readily for substi- 
tion of other holdings means if 
needed. The unit is adjusted to the 
size of the section to be worked on 


there to remain locked, if the gear 
be left stationary again. The cross 


head pin makes an anchorage for 
a pair of links, the lower ends of 
; which are located at opposite sides 
of a power transmission shaft. On 
this shaft are a pair of roller and 
inclined plane free wheels, one 
right-handed, the other left, and to 
the outer member of each free 
wheel the lower end of a link is 
attached. 

As the bell crank primary arm 
oscillates down and up, it gives an 
impulse or power stroke downward 
to one free wheel, and then upward 
to the other free wheel. When the 
crosshead is held at its farthest 
distance away from the fulcrum of 
the bell crank, long strokes with a 
small leverage are applied through 
the links to the free wheels, giving 
a high gear ratio. If the cross- 
head be drawn closer inward, to- 





{ by means of a swinging crank, the 
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DIAGRAMATIC details 


of a normal] cylinder—there are six 
in reality—containing an ordinary 
piston and having usual overhead 
valves. From the piston a connecting 
rod proceeds down to the extremity 
of one arm of a bell crank; that is, 
an oscillating member having two 
arms set right angles to each other. 
The second arm has another con- 
necting rod placed in a horizontal | 
position, with its big end embracing | 
the crank pin of an ordinary crank- | 
shaft, having a flywheel at the end | 
of it. 

When the engine is running the 
piston is forced down by the ex- 
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clamping down being done by 4 
draw bar and treadle. This leaves 
the operator’s hands free to guide 
the material and the cutting head. 
The machine has as a standard a 
12 by 3/32-inch disk. Fourteen or 
sixteen-inch disks may be had on 
option. 


INCREASES ITS FORCE 


ing back more men to the plant, 

was said at the offices of the West 
Side Company yesterday. At pres- 
ent this concern is operating with 
a limited force, five days a week. 
The increased production is on 
established lines, and no arrange- 
ments have been made, it is said, 
for early additions to the products. 
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forty-eight times. Thus, there is 
difficulty in moving the cross-head 
when the engine is running, To 
| overcome this, the screw and nut 
| device is arranged to operate by 
friction clutches from the engine it- 
self, the clutches being easily con- 
trolled by hand. 






of the Torque converter 





wards the fulcrum of the bell crank, 


shorter strokes with greater lever-| are employed, so that an equally|to the cross adjustment. 
applied | intended to give the machine the 
through the gang of free wheels to rigidity of a bed type as regards 
the power shaft. All the cross-heads | the overhanging of the table and at 
are moved simultaneously through a| the same time it obviates the need 
energized | for an overhanging spindle. 


age are imparted, and the gear) spaced effect 
ratio is made lower. 

When the cross-head is brought 
co-axial with the fulcrum no move- 
ment is imparted to the links, and 
the device is in neutral. It will be! 
realized that when the cross-head 
is quite close to the fulcrum point, porated, so that the drive can be 
the gear is very low indeed, and the| completely disconnected when de- 
pg Range cee high; for exam-| sired. It might be thought that so 
ple, i e 


torque is 


chain and __ sprocket 
through a friction clutch as out- 





cross-head ¥ inch away from the| secondary connecting rods at right 
fulcrum, the force exerted by the| angles to the primary ones, much of 
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BRIDGEPORT ANNOUNCES | 
DISK CUT-OFF UNIT 


can be 


designed to reduce wear and provide 


Springfield, Mass., Feb, 19.—Gil-| in either direction of the table and 
bert & Baker Manufacturing Com-| headstock. 
pany has increased its force by call-| machine gives the flexibility of hand 


In the actual engine, six cylinders| While the other serves as a guide 


lined. Dog clutches are also incor-|for the drum that replaces table 


operations. 


i ture twenty-four inches is diameter. 
| primary arm of the bell | many reciprocating parts would pro- 
crank were 4 inches long, and the} duce much vibration, but, with the 


| 


plosion pressure agd the bell crank! piston would be multiplied about the unbalanced forces are canceled. | semi-steel casting and has the feed 
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The Kempsmith Manufacturing 
| Company, Milwaukee, Wis., is in- 


troducing a new Kemp-S-Mill 
hydraulic preduction milling 
machine. This machine is equipped 
with a hydraulic circuit and a fea- 
ture of its operation is that control 
jof the feed rate may be prede- 
termined and automatically actu- 
ated. Moreover, the feed rate can 
be changed entirely by the opera- 
tor keeping his hand always on a 
| centralized control lever, which is 
| dually aplied. 

The working table has a surface 
of 26x8 inches and a longitudinal 
travel of 14 inches. The machine is 
designed for handling small parts as 
well as shuttle milling two pieces 
not exceeding in size qa six-inch 
cube. A range of cutter speeds in 
excess of normal is provided to give 
the correct peripheral speeds for 
small diameter cemented carbide 
cutters. 

A selector lever is provided by 
means of which either the head- 
stock or the table may be fed 
hydraulically one at a time, or both 
may be held in position while the 
spindle rotates. A hand cross ad- 
justment is used for the saddle. 

The direction and speed of move- 
ment of either the headstock or the 
table is controlled by the movement 
of the lever. A side movement of 
this lever disengages the spindle 
drive clutch without stopping the 
traverse of either unit. The stop- 
ping and starting of the spindle is 
thus synchronized with the table or 
the headstock movement. This is 


safety for the operator. 
Plunge milling can be carried out 


This means that the 


milling and the power needed for 
fast cutting in production opera- 
jtions. Fast or slow feeding may be 
| had for light or heavy cuts, 

Choice of two types of headstocks 
is offered as standard equipment. 
One headstock has two series of 
selective type speed gear changes to 
the spindle, the first giving eighteen 
changes of speed in geometric pro- 
gressions, ranging from 32 to 1,200 
r. p.m. The other headstock has a 
pair of herringbone pick-off gears, 
which give nine additional] changes 
ranging from 300 to 1,800 r. p. m. 

The saddle rests on two ways at 
different elevations, the lower way 
| being merely an elevation support, 


This is 


This 
construction provides a mounting 


and saddle for continuous milling 
The drum holds a fix- 


The hydraulic table-feed cylinder 
is fitted in the casing and is an 
integral part of the table. 

The headstock is a one-piece 


































cylinder inclosed in it. It slides up 
and down on a column cast integral 
with the semi-steel base. The hy- 
draulic circuit and motor are 
housed in the base. 

The overarm, which is attached to 
the headstock, takes the form of a 
triple crescent. Clearance is pro- 
vided for a ten-inch cutter. 

The spindle is carried on anti- 
friction bearings. The spindle nose 
is a National Standard unit. 

Drive to the headstock is through 
a splined shaft operating at con- 
stant speed, being driven from the 
main shaft, which is_ reversible 
through a pair of bevel gears and 
reversing clutch. This drive shaft 
is connected with the hydraulic 
pump and embodies the hydrauli- 
cally actuated clutch. By connect- 
ing the hydraulic clutch directly 
into the feed circuit, the greater the 
resistance in the syestem the greater 
is the gripping power developed by 
the clutch. Lubrication of all mov- 
ing parts is elaborately cared for 
and an elevated tank replenishes 
the oil in the main pump. A coolant 
pump can be installed in the base 
of the machine if desired. 


DALL MOTOR PARTS 
ADDS NEW CAST IRON 
CYLINDER HEAD LINE 


Cleveland, O., Feb. 19—The Dall 
Motor Parts Company annotnces 
that it is now in production on 
a complete line of cast-iron cylinder 
heads for Chevrolet and Ford, in- 
cluding the four-cylinder Chevrolet 
model, as well as the six, and the 
Ford model A and AA. ‘ 

This line of cast-iron heads is in 
addition to the present Dall alloy 
hi-speed head for model A and AA. 
These items are in production at the 
present time, and deliveries will be- 
gin immediately. 





BAUSH MACHINE REPORTS 
DURALUMIN SALES GAIN 

Springfield, Nass., Feb. 19.—Sales 
of duralumin by the Baush Machine 
Tool Company are reported as show- 
ing some improvement this month 
over January due principally to 
gains in operation in the automo- 
tive industry and some improvement 
in aircraft as well. Various lines of 
metal manufacturing are said to be 
taking more. The present volume 
of the local company’s metal division 
is said to be about on a par with 
a year ago. 


BROWN TOOL COMPANY 

TAKES BARCOL OVERDOORS 

Cleveiand, 0. Feb. 19.—The Brown 
Tool Company, 10465 Carnegie Ave., 
agents for Barber-Colman Company, 
Rockford, Ill., for the past several 
years in the Cleveland territory, 
have now taken on the distributing 
agency for the Barcol Overdoor 
and Barber-Colman door operating 
equipment, products of the electrical 
apparatus division of Barber-Col- 
man Company. 


ry | 


Kempsmith Produces a New 
| Hydraulic Milling Machine 
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1930 


Months 





January 





March 
April 

May _—'| 

June 

July 
August 
Sept. 
October | 


December | 
Totals 








1929 





Months 


January i 
February | 129 
March oa 
April ee 
May | _ 335) 
June 

July | 306 
August August | 3 
September r| 288 
October 





| 158; 
~ 135) | 
| 195; 384) 13011) 


february | 


i |_(2i6; 


oa 
| i7i|_ 
aS wf 
| 186; 

November | 119) 204; 5457] 
105, 5405; 121; 1012; 28; 5 18} 


18| 1294] 2095|197216) 





247! 8759) 
235| 10327) 


~ 386) 10949) 
251) 
191/ 9714! 


264; 8477) 


~ 4] 


128, 242) 6250) 
{29} 
390) 411) 16057) 
360, 525, 18174, 3 
335) 463, 1596i| 3% 
229; 377| 13232 
306, 571) 18051| 
263) 438| 16649| 362 
289) 
| 287| 


348| 15336| 268 
~~ 394] 15820) 29% 





142; 214) 5381 





492) 14054) 
5} 212| 542) 12790, 373) 1504] 
| 182; 479; 9762) 
9548; % 
| 217| 1014| 


246) | 10290) 277 





251! 1608| 


~~ 207! 1267) 
~~ 264) 1595; 


300) 1682) 
961) 1112) 
337| 1078) 
276| 705) 


~ 144) 1738) 37 
~~ 437) 1243) 


301| 2424) 


mond-T 


“$4 or 
i 
a, = | 
a) 
5 
~ 43] 
ma 
~ a 





 : 161, 


January } 223; 153; 7566) 167 
February [| 177; 108) =7457; ~—135) 
March —s|_~—s121;—S «150; «9396, +~—«:144 
April — | 155) 215; 11194; 236 
May | 154 188 9925) 260; 
June — ‘| 179, (144-8969, 239, 
July | 134,143) (9538, 304 
August | 112) 186; 8951) 264 
September | 130 110 8814 229} 
October | 157, 148 8704, 233) — 
November [ 95 70| 4833) 
December | - 111, 70, «4253, Ss, 
Totals | , 1748; 1685; 99600; 2483 


———e 
—~a 


| 2009; 3780|118253| 2888 15558) 589| 
*Included in the Miscellaneous Column, with the exception of FWD, which was not listed. 
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G. M. C. 


national 


Inter- 











186 | 
152) 





111; 11308; 


100) 10868) | 
123) (14728) 
~ 150: 17752) 
166, 15671 
144 12447) 
150; 12924 
125 11573{ 
101; 10838 
116; 9594 
~ 105; 6155, 
~ 132) 4996) 


1523) 138854 


169; 13244 


156 | 228) 19546) 


~ 153] 


252| 21733 


~ 152] 213] 19742) 


[ 118) ~ 


~~ 358) 15661) 


194 | 208; 19832 


91} 142) 17078) 
| __ SO] 155) 17524) 
| 60] 174) 18151) 


24] 145) 11470) 
89, 9087, 


179} 203; 13441) 


160 | 


|_ 133 12) 


308; 2414| 
- 315] 2815) 


. 


| 
| * | wy og T9810, 1314) | | 2698) 693) 


Lo aan 277; 24482) 
sy as) (3182) 643; 


362; 2261) 1| 





444 





1324 


La France 





162) 14198) 


1837 
535| 1927] 
~ 936, 2364) 
~ 1242) 2739) 
1191; 2531; 


889; 1915; 
2471) 
604) 2217 


881) 


503) 1827) 
~ 676) 1797 
378; 1145; 
348) 933; 


~ 405 
~ 360) 
~ 391) 
| 

a 


~ 385, +1368, 
454, ~«1880;”—~CtC=«<S 
590, 2295) 
540; 2382) 
510; 2076) 
925, ~—«2279) 
733; ~—«1825) 
642)” —«g66; 
~ 768; «1691, 
525, «1067; 
~ §03| 1020; 
6919} 21073! 


344 


68 
452; 


~ 566 
717; 


ai 
577, 


9004/23703| 4943; 


1197; 2186! 


ae oe 


~~} Sse 


a. | 3730) 


377 | 


743 


| 692| 


Republic 





21) 


= 
36. 
~ *§2 


39 


= 


5B 


- 


— 


34 
26 
445 


268; 2382] “ie 3 382 | 239) 1 inet i008 2733, 481; * 
295) 2642 "2642| 100) _* | 868y 280| 20970; 1199) | 2796, 623) 





November 241/303 303; 9570! 235) 1716; 58; * 
Decembe | 156] 1370) 63|— 





| 218] 208) 16637| 764; 1628; 390, * 
mn) 








)~ 120; 11251; 636 





636, 1340) 


whichwas net listed. 





| 280; 








Totals | 2939| 4532|160771! 3586'28559| 363; * | 3376 | 2851 223353| 14230 31412! 6819) | 
*Not in production at that time with thre exception of FWD, w 
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% 
>. 
5 | 
431 viel : 
an-| 6 iw « z 
January | 115| 205; 6467, 359| 2998, * | * | * | 178| 1206) 818) 1270| 363, * 
February | 78 174| 7834| 123| 2020; * | * | * | 211| 1245| 789) 1267, 390| * 
Mareh _| _189| 294; 11205 176) 3516 * |; * | * 228| 1965] 1310 1684| 610) * 
April | 234|" 375| 13362| 148) | 3456; * | * | * | 273| 3566, 1754| 1977; 746) * 
' May | 265; 373/ 13865; 195; 2741; * | * | * | 372| 4679) 1866| 2439; 912, * 
June » | ay 217] | 301| 12295: 12295; 200, 2477, * | * | * { #278; 4837| 1600) 2216, 581; * 
July | __|_ 238) ~ 4031-12663; 204) 3273; * | * | * | 324) 4984) 1957) 2641) wae | 
‘ ‘August | 193; 345) 15916, 229) 3861; * | * Pe st 259 6372|" 1881/3158, 604) * 
'" Sept. ad ~~ 183} 336) 14690| 229; 3331, * | * | * | 271| 714i) 1683/3070; 464; * 
. October | 255] 375/ 15451] 257/ 3725; * [| * | * | 334) 10912) | 1706; 3020, 599; *~ 
November | 218| 257, 7673| 208| 2515, * [ * | 144] 224/ 9738, 1175) 1849| 490; * 
December | 163| 207 2374; 180) 1748) ee 166; 8615; 918) 1368; 425) * 
Totals | 2348) 3645|133795| 230836570, * | * | 243] 3118| 65260) 17506|26159| 6890| * 


1927 








— Totals, 






{528—Combinea Report: 
starting In July. 





__.|_ 2068} _3010;106717 


1927—Combined Report: 
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___ 288] 
287| 
174| 
~ 226 | 

145] 
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2945 | 


Essex, FWD, Fargo, Paige, Relay and Rugby are now included in the Miscellaneous Column. 
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| 261, 47; #485 268) 
| 308 57; 119) 361; 
354 104, 166, ~—- 381) 
~~ 306) 101 175 426 
~ 467, ~59 132; «289 
~ dl) 648 ii; 129' «301 
8 609, 58) 117, 248] 
ZT a ~ 68} 109' 292 
~ di 578 44, «121 308 
a ~ 412; «46, ~=683)~—=«198) 
328) —Ss«22 74, ~—«:150 
57! 5166 739| 1394) 3495) 
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6427| 


932! 


$30) 


| 42, i194, = 
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Rugeles, Belden, Yeilow are included in the miscellaneous column. 
*Not in production at that time with the exception ef FWD, which was net listed. *€arried in the miscellaneous col umn. 











| 3852) 99374) 


Brockway & Indiana, Acme, Pontiac, Ruggles, Selden, Yellow are included in the Miscellaneous Column. 
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Dodge was Graham at that time. 
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63, * [CBB 


ce 


a 
Months ; F f & 
| ba fe | 
January | 114) 189 5375] 211| 3423; * | * | * | 345! 12768; 260) 1200) 477| * |  41| 803; 75] * 
February | 153, 192; 6265) 215/ 3362; * | * | * | 263| 13088; 267, 1192; 372; * | 45) 737| 67, * 
March | 135, 324) 6223; 187 4101; * | * | * {| 395) 14349| 278; 1338; 490; * | 52) 873,83, * 
April | 234, 352) 9321; 189; 4425; * | * | * | 385) 14889, 296 1611, 953; * | 96] 1026; 131) * 
May | 211| 313) 8884; 167; 3a98, * | * | * | 322 13544) 511, 1561| 718) * | 73| 727/114) * 
June | 178; 226) 7978; 108 109, 3706) * | * | * | 316) 10345 582) 1360; 551; * | 69| 498) 115, * 
July | 206, 305; 9227; 195; 3443; * | * | * | 337) 6248) 709) 1513) 575, * | 38] 749) 91| * 
August | 224, 261) 11644) 135) 3236, * | * | * | 349) 5252) 760, 1690, 488, * | 32) 1072) 100) * 
Sept. ® ~ 181; 239) 11626; 161; 3282; * | * | * | 349) 349) 2476) 675, 1455, 470; * | 41/ 1191) 82) 
October | 194, 276| 13456, 124, 3906, * | * | * | 359) 2127; 817, 1473, 488, * | 42] 1243) 113, * 
November | 159, 194, 8589, 101; 3207) * | * | * | 257| 1444] 825; 1007) 378) * ~ 28) 799) mY 
December | 74) _ 137] “4128, 61 2343, * | * | * | 175| 864) 664, 956, 309; * 18} 633; «63, * 
| | 
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~ 220) 
~ 164) 


237; 
206; 
~174| 


| 203; 
| 
96) 


1964| 


114! 


242; 
173} 











Whippet 









38 | 


5 e oad 


37 


99 


_ 16] 
17 | 


or 


186 | 


100} 241 
86| 220) 
99,223) 
95, 198) 

~ 312; «168; 
~ 103) ~ 105 

~~ $8,114 

- oo] 

~~ 100; «83 

~~ 195) «99 

248; "SC 
211,36) 
1518| 





222 
_ 204 
207 


228) 
"253 


~ 267 


2561 


~ 318) 
408): 
480) 


452; 


5) 412| 


~ 459) 
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Months 






24414 January 


216; 


200; 
215) 


~ 138) 
120 
65 
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1627, 4395! 2038] 


409 | 
a) 
50) * 
ae 
~62z1f * 
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564 


170/ 


62| 669 
44) (599) 
88| 675 
67] 767 
11} 720 
 47{ (556 
~ BO, 703) 
41] 620) 
28] 529 
__ 33] 579) 
20] 295) 
18| 320; 
599 | 7032| 





27| +819) 


35 | 686, ' 
46349 | March 


~~ 45| 1020) 
$7] 1294] 
~ $4) 1137) 
~ §2| 896 
~ 59] 1085] 


1636| 


Studebaker 





121{ 221 

83—OBT i 

199) oa 5 

~ 443, 414! 
149; 352) 

~~ T53) «421; 

171; 907) 564) 
143; _767|_ 

143; 734 

123) 707] 

98/416; 

~~ 106; 284) 


5924| 


627] 
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46) 588 


5a 897]. 
585 | 
~ 35| 468) 
588/ 10510) 


~ 43204/May 


| 920) ‘ome 


140; 21|_481| +23475\February 

~ 226, 20; 596, 30609|March 
~ 300 24! +715! 36851 April 
386 19. 645, 33489 May 

324 10 595) 28490|\June 
333 12; 548 30085 July 
260; ~—=«B|,~Sts«é441|:27032/August 

261; 6 493) 25967\Sept. 

227; ~—S—«G|~Ss« 8) 24605 October 

~ 419) ~—-3)~=«508) 15546 November 
114, +7 #301 13147 December 
2788! 157, 6464/313800' Totals 










Months 


Totals 


30274 January 
31846 February 
42188,March 
~ 46997|April 


— 





~ 33515 June 


— 
———— 
—— 


39877\July — 


- -33809|August 
~ -33902/Sept. 

~ 34224 October — 
~~ 21998 November 


18654 December 
410488, Totals 









Months 


Totals 


29857 | January 
32561'February 


56265) April 
~ 52851) [May ° 
45061 \June 


 57945\July 


52523|August 
~_46574|Septemb'r_ 
- 49884/October 

~~ 33626) |November 
~~ $3272|/December 
526768 Totals 
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time, with the exception ef FWD, which was not listed. 














Dodge was Graham, Relay was Garford at that time. 















% “ 
fk B| . Months 
= 2 

z z = 

. | i * * | 1069) 16423\January 
+ | 388) *" | * |] 895, 17513\February — 
* | 559) * | * | 1272; 24757\|March 

* | 686, * | * | 1658; 20426) April 
| 634) * "| * *4°1569| —-32434|May 

249; 586; * | 37) 1034; 29155|June 

~~ 259, 563, * | 74 122i; 31853\July 

348, 491, * | 47| 1016] 36807/August 
~~ 963; 493; * | 57] 1038, 35125|Sept. 

375, 589, * | 58] 1120) 20, 40857\Octeber 

242; 478; * | 38] 732) 27516|November 

136, 312) * | 37] 593|  18436|December 





. | 348 ]13157) 341302| | Totals — 


Pierce Arrow was ineluded in the “miscellaneous column 








' 
2 Se! » | Months 
eels) 2 | 
pe lee| 2 | 
. | 1545| 27573|January 
3 | 1624, 28487\February~ 
*— | 1698, 33475|March 
*— | 2083) ~ 37028/April 
* | -1984| 33997/May 
_* | 1669) 28502|June 
* | 1810, 28368/July 
* | 1765| 27865\August 
*~ | 1551|24439|/Sept. 
*~ | 1766 27199) October 
+ [-1155| 18834) November 
~1157| 12117 December 
327884| Totals — 


[20007] 


*Not in production at 
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CANDY 


The girl who works in a candy: shop doesn’t appreciate candy because she gets 





it for nothing or nearly nothing. So with all things. It is the things we pay for that we 
value almost in proportion to what we pay. Publications are no exception. When a 
subscriber pays $1 per year $2 or $3 or nothing he is not as valuable a subscriber as one 


who pays $12 per year. 


That last figure is the subscription price of Automotive Daily News. An A. B.C. 
paper at $12 per year ought to have a higher reader interest than a $1 per year 


publication. Advertisers should find out what subscribers pay for publications. 


Publications are bought for what’s in them—their editorial contents. Then, as an 
advertiser, compare the editorial contents of publications to determine their relative 


values, because that will give you the reader-interest factor. 





Among automotive news mediums A. D.N. is the acknowledged leader. You 
can determine this leadership simply by looking through a given number of issues of 
Automotive Daily News and all similar publications. We print accurately more news, 


more frequently and get it to our readers faster than any medium in the field. 





Whether it be engineering news, sales figures, or other valuable data for the 
factory executive, or dealer news, car descriptions, news of shop equipment, etc., we 
get it to our readers before the news has become history. That service is worth a lot to 


advertisers because it 1s worth $12 per year to subscribers. 


Before you advertise to the automotive industry find out which publication is 


~_ 







giving its readers the best service. 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 
DETROIT OFFICE: Geo. M. Slocum, Manager 
: Fisher Building, Detroit, Mich. 
WESTERN OFFICE: Willard R. Cotton, Manager 
_ 333 No. Michigan Ave., Chicago, Ill. 











